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Jetvice! 
Excellent Compensation! 


-That’s what it’s all about ! 


With these three pluses working for you, you're a sure winner! And 
Jefferson National is “better than great’’ in all three. 


QUALITY PRODUCTS: You name it -- Split Life, Joint Life, Par 
and Non-Par, and an exciting new plan that even Fights Inflation! 
Plus custom-tailored Health, Group, Pension and outstanding 
Annuity products. (Mutual Funds through JNL Equity Corp.) 


SERVICE: None faster or more personal. 


COMPENSATION: Tops at any level, plus Stock Options, excellent 


Pension Plan, Bonuses and Incentives. 
; p. LapJ 
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$25,000 ANNUAL PREMIUM PRODUCTION 
13-month Persistency -- 124% 
" " 121 % 
120% 
114% 


$15,000 ANNUAL PREMIUM PRODUCTION 
100%  13-month Persistency -- 118% 
97% 7 - 116% 
95% “4 * 114% 
90% ” “2 110% 


YOUR FUTURE IS OUR FUTURE. Why not give us a chance to 
prove it? 
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BERNARD S. LYON, Senior Vice President 





Jefferson National 
Life Insurance Company 
Indianapolis, Indiana 46204 
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(continued from paye 24) 
sult of the road accident. The com- 
pany produced no evidence that death 
was caused by the condition found in 
1961, and no evidence that the insured 
had been ill since that time. 

Saperstein, Appellant. New York Supreme 


Court, Appellate Division, Third Dept. No. 


19038. 11/15/73. 1973 Life Cases 337. 


Applicant dies before special 
premium class insurance 

became effective 

ON FEBRUARY 22, Thomas 
applied for a life insurance policy, and 
paid the first premium of $11.20. A 
receipt was given to him which pro- 
vided that the insurance would take 
effect immediately or on the date of 
the medical examination, provided that 
proposed insured was on that date “a 
risk acceptable to the company under 
its rules, limits and standards, on the 
plan, for the amount, and at the rate 
of premium declared paid. . .” 

On May 14, 1968, the company re- 
jected the application as an unaccept- 
able risk for the class and at the rate 
for which he had applied. The physi- 
cal examination showed that the appli- 
cant was overweight for his height. 
The underwriting department for the 
company found him eligible for insur- 
ance in a special premium class at an 
increased rate, and forwarded to the 
agent a policy and an amendment to 
the original application which the ap- 
plicant was to sign and return. 

However, Mr. died before 
he saw them and the increased premi- 
um was not paid and the amendment 
was never signed. 


1968, Mr. 


Thomas 


Mrs. Thomas contended she was en- 
titled to the benefits since 
band was covered by a 
temporary 


hus- 
contract of 
effective the 
date he took the medical examination; 
that this temporary coverage was to 
continue until a policy was issued or 
the risk rejected and notice of 
rejection given to the insured. Since 
there was no notice of rejection prior 
to her husband’s death, the company 
was liable. 


her 


insurance on 


such 


The court disagreed since the evi- 
dence showed that Mr. Thomas 
not an acceptable risk for the policy 
for which he applied. The substitute 
policy was for a higher premium and 
constituted a counter-offer by the com- 
pany. Since the applicant died before 
he the the 
not 


was 


could accept counter-offer, 


company was liable. 


Thomas, 


Appellant. 
Court. 1235 


No. 


Pennsylvania Superio 
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Royal Neighbors- 
good neighbors 
nationwide 
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@ LOS ANGELES 


Local lodge benevolence for members and 
nonmembers is the nationwide unifying strength 
of the fraternal program of Royal Neighbors of 
America, chartered in 1895 as a fraternal 
benefit society. Members of Live Oak lodge. Los 
Angeles, Calif. celebrate the holiday season 

in this fraternal spirit as they wrap Christmas 
candy as gifts for Indian children in Mexican 
orphanages. They also prepare scrapbooks 

of Christmas cards for the children and expend 
many volunteer hours and charitable funds for the 
poor, sick, and handicapped in the community 


Royal Neighbors ce aweeies 


SUPREME OFFICE ROCK ISLAND. ILLINOIS 
FRATERNAL LIFE INSURANCE SINCE 1895 





i (WHERE KUMQUATS GROW IN THE BACK YARD) 


YOUR WIFE TAKES A COUPON TO THE STORE @ 
TO SAVE 14¢ ON KUMQUATS. 


THIS COUPON CAN TAKE YOU TO EUROPE 


AND PAY YOU THOUSANDS. 


Like to travel? In Europe, business is great and the cost of living is still a 
bargain— especially in Spain, England, and Greece. Prospects are many 
among U.S. military personnel abroad. Clip this coupon and mail it today 


Joe Costello Age ncy Vice President 
Lafayette Life Insurance Co 
Box 939-R 


Lafayette, Indiana 47902 
Dez ar de ” 


Sounds terrific! Let me know more about trav 


earning above-average co 
missions and raising kumquats IN EUROPE 


Name — 








Address 











State Zip 
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